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How To Get The Best Price In
A Slowing Market

by Peter G. Miller

Reports across the country suggest that real estate in most
areas of the country is no longer appreciating at the rates seen
in the past few years. In fact, the National Association of
Realtors reports that nationwide August existing home prices
were actually down 1.7 percent from a year earlier.

None of this is terrible or awful unless you bought last year
and must now sell. Those who have owned for a few years are
well ahead in most communities.

Consider that in 2000, according to the National Association
of Realtors, the typical existing home sold for $111,800 versus
$225,000 in August.

So, what's the best approach to selling in today's market?
Consider these five core points.

Buyers are scarce relative to home supply.

While sellers have called the shots for the past few years,
that's no longer the case in most markets. No problem --

adjust. Make your home the most attractive, best priced

property in the neighborhood.

While pre-market prep could have been ignored in the recent
past, today you have to paint, clean-up and repair before
offering a home for sale. An MLS photo that shows a home
with a lousy roof is evidence of a property that likely will not
sell quickly or at full price.

Remember that cash is still an issue.

While home prices may have slipped a touch, real estate
continues to be hugely expensive for most buyers, especially
first-timers who lack equity from a prior sale. Rather than
reducing prices, offer to pay for buyer closing costs, thus
lowering out-of-pocket purchaser cash requirements.

Choose the right broker.

When comparing local brokers, look for such markers as
recent success in your neighborhood, a high level of local
activity and professional education.

In a slow market picking the right listing broker becomes
especially important. Why? Because a broker with a strong
local history is known and respected: If he or she offers a
property at a given price that value is likely to be accepted as
at least within the realm of reason.

As an example, last year we sold a property that was unlike
virtually all nearby properties in terms of size (smaller house),
lot (much bigger) and age (older than most). In other words,
not an easy house to sell because there were no practical
comparables. The broker -- who had sold properties worth
some $200 million in neighborhood real estate over the years -
- suggested a sale price which turned out to be exactly on
target.

Alternatively, let's say we used a less experienced broker,
someone who was not an authority figure. The property
might have sold for less because another broker might have
been less credible. In effect, one of the values of using an
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experienced listing broker is to readily establish
believable prices and terms, an important matter in a
buyer's market.

Numbers Count.

Real estate sales are a by-product of exposure. If the odds
of selling a home are 100 to one, if it takes 100 inquiries
and visits to sell a property, then the quicker you get
those inquires the better. No less important, if you can
get more than 100 inquiries the odds of getting a top
price and terms improve.

This means that when considering a listing broker you
need to review the marketing plan with care. What,
exactly is the broker going to do in terms of advertising,
open houses, MLS placements, online marketing, broker
relations, etc?

Remember that the marketing plan which works for one
property may not work for another. Plans need to be
specific to local markets, to particular homes and for
current market conditions. The thinking that seemed so
good last year may be inappropriate this year.

It's a business deal.
With some frequency I see homes priced for reasons that
won't work:

The property must sell for this price because I need
$400,000 for the next home. The truth: Prices are
established by the marketplace, not seller needs.

Similar homes in a different neighborhood command a
particular price, therefore my house should sell at the
same price. The truth: What happens elsewhere is
irrelevant. What happens in the immediate
neighborhood is what counts.

The Flombacks got $800,00 for their home so I should be
getting at least that much. The truth: This is not about
the Flombacks and should not be about seller ego. The
real issue is about bricks and mortar. The Flombacks
may have an objectively better house.

The buyer's offer requires that we leave the washer and
dryer -- it's an insult. The truth: Homes reflect our
psychological identity, who we are, our social status, etc.
But the marketplace reflects supply and demand. Leaving
a washer and dryer may be a lot cheaper than not getting
a sale for months on end.

This home would have sold for $500,000 last August and
we will not accept a lower price. The truth: It's not last
August. It's now and the marketplace reflects current
supply and demand.

Sellers can be successful in any market so go forth and
market -- but do it right.

If you are considering selling your home,
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It Is A Good Time To Decide

by Broderick Perkins

It sounds tired, trite, hackneyed, even a little specious,
especially when it's become little more than a marketing
slogan used to describe just about any housing market, no
matter how bleak or bright.

However, right now, the popular refrain, "It's a good time to
buy," resonates with a more resolute ring of truth.

Home sales are taking a dive, prices are tumbling, mortgage
rates are relatively low, builders and sellers are offering
concessions, and the most recent forecasts say the market is
hovering just at or above bottom.

Given no one can actually pinpoint the bottom except in
hindsight -- after the market rebounds -- waiting for that

elusive place in time is as risky for buyers as it for sellers
waiting for the market to peak.

But before you rush out the door in a frenzied attempt to stay
one step ahead of the bottom feeders, remember that a "good
time to buy" for you may not be the same "good time to buy"
for someone else.

Personal considerations trump the generalities.

Instead of making the home-buying decision based solely on
market conditions, consider it in a more holistic context.

It's only a good time for you to buy a home, typically, when
owning is cheaper than renting and a home purchase is a
natural fit for your financial needs, goals, obligations and
lifestyle.

Consider market conditions -- it's wise to buy low and sell
high -- but also examine your complete financial picture,
other goals in life and plans for your family.

It's not easy.
The current market offers a big carrot.

"Today, with the real estate market slowing in many parts of
the country, all the market fundamentals show that buyers
are now in the driver's seat," said Jerry Howard, CEO of the
National Association of Home Builders (NAHB), in a
recently release.

"Consider the facts: prices are competitive, rates are low, the
selection of homes is high in all price ranges and sellers are
ready to bargain," he added.

Right now, however, if you take the plunge but can't tread
water until the market again surges with waves of home price
appreciation, you could sink.

On the other hand, if you don't take the plunge and home
price appreciation swells, well, you could be priced out of
the market -- grounded.

"First-time home buyers who choose to 'play it safe' and
keep renting are essentially postponing the opportunity to
build household wealth. Currently, with rental vacancy
rates tightening, they can probably expect to see an
increase in the rent they pay. No one can accurately
predict the peaks and valleys of the housing market. If
you try waiting for the absolute best deal, you could end
up literally waiting for years, missing out on the
opportunity to become a homeowner while prices are
moderating," NAHB advises.

It's a real Catch-22.

Over the long haul, real estate prices and values rise,
historically, by an average of about 5 to 6 percent
annually. At that rate, the value of homes doubles every
13 years, says the NAHB. Your market may do better or
worse.

Will it pay to buy and hold now or stick to your current
investment and savings plans now and buy in the future?
As you wait to buy, will your financial planning generate
the same rate of return or more than you could expect
from a home investment?

How will you compare the value of the tangible asset that
comes with owning a home? It's not just an investment,
but also your own roof over your head.

You don't have to make the decision alone, you probably
shouldn't, but you should make the decision.

Get professional financial planning help, expert tax
advise and some experienced real estate and investment
insight.

Maybe it is a good time for you to buy a home. Maybe it
isn't.

But current market conditions do indicate it is a good
time to decide
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career in real estate....Call NEI today for a career assessment and confidential interview?

Call ANTHONY today for your FREE Market Analysis:
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